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Digitized  by  the  Internet  Archive 

in  2014 


https://archive.org/details/03303YSPRxx85Systemslnteg 


SYSTEM  INTEGRATION 


•  SYSTEMS  I NTEGRAT I  ON  (S.I.)  ISA  PROCESS  OF 
INTEGRATING  INFORMATION  SERVICES  AND  PRODUCTS  TO 
PROV I DE  THE  SOLUT I  ON  TO  A  PROBLEM  I N  WH I CH  ONE 
VENDOR  OR  A  PARTNERSHIP  OF  VENDORS  TAKES  TOTAL 
RESPONSIBILITY  FOR  THE  SOLUTION  AND,  TO  THE 
EXTENT  POSSIBLE,  MAKES  THE  CUSTOMER  FEEL  THAT  ONE 
ENT I TY  I S  PROV I D I NG  ALL  ASPECTS  OF  THE  SOLUT I  ON . 

•  THE  SERVICES  AND  PRODUCTS  WHICH  ARE  PROVIDED 
INCLUDE: 

THE  SELECT  I  ON  AND  CONE  I  CURAT  I  ON  OF 
COMPUT I NG  HARDWARE . 

THE  SELECTION  OF  SYSTEM  SOFTWARE. 

THE  DESIGN  FOR  AND  SELECTION  OF  SERVICES 
AND  PRODUCTS  TO  MEET  NETWORK  REQUIREMENTS. 


INPUT 


SYSTEM  INTEGRATION  -  (CONT-D) 


THE  SELECTION  OF  APPLICATION  SOFTWARE 
PACKAGES  USUALLY  FROM  IN-HOUSE  SOURCES  BUT 
ALSO  FROM  OTHER  VENDORS.    THE  APPLICATION 
MODULES  ARE  LINKED  AND  USE  A  DBMS  OR  OTHER 
MEANS  OF  RELATING  DIFFERENT  SETS  OF  DATA. 

MOD  I F I  CAT  I  ON  AND  ENHANCEMENT  OF  APPL I  CAT  I  ON 
SOFTWARE  (UP  TO  20-30%  OF  EXISTING  CODE). 

TRAINING,  DOCUMENTATION,  ON-SITE  ASSITANCE, 
SOFTWARE  MAINTENANCE  AND  POSSIBLY  HARDWARE 
MA  I NTENANCE . 


THE  UTILIZATION  OF  SIGNIFICANT  KNOWLEDGE  OF 
APPL I  CAT  I ONS  AND  THE  I NDUSTRY  I N  WH I CH  THE 
SOLUTION  IS  DELIVERED. 


V 


INPUT 


MAP  OF  RELEVANT 
PRODUCT  AREAS  TODAY 


PVT 


PVT  =  PLAIN  VANILLA  TURNKEY 
SI    =  SYSTEM  INTEGRATION 

EDI  =  ELECTRONIC  DATA    INTERCHANGE  (OR  COMPLEX 
SYSTEMS  INTEGRATION) 


\ 


MAP  OF  RELEVANT 
PRODUCT  AREAS  IN  1990 


PVT 


EDI 


PVT  =  PLAIN  VANILLA  TURNKEY 
SI    =  SYSTEM  INTEGRATION 

EDI  =  ELECTRONIC  DATA    INTERCHANGE  (OR  COMPLEX 
SYSTEMS  INTEGRATION) 


COMBINATION  OF  SERVICES 
OF  SELECTED  VENDORS 


VENDOR  SYSTEMS 


MCAUTO 


GE I  SCO 


QE I  SCO 


R&R 

(DEALER 
DISTRIB.) 


(IBIS) 


(BSD 


(MRP) 


CHARACTER  I  ST  I CS 


Hardware 

Selection  T  T  1  1 

System  Soft. 

Selection  1  1.  1  1 

Network 

Support  I  I  I  1 

Application 
Software 

Selection  I  T  l  l 

Linked 
Application 

Software  1  1  11 

Application 
Software 

Modification       1  1  1  1 

Other  Support      1  1  1  I 

Application 
&  Industry 

Knowledge  1  1  1  1 

1=  ACTUAL 
2=  PLANNED 
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COMBINATION  OF  SERVICES 
OF  SELECTED  VENDORS 


ASK 

(MANIVIAN) 


CHARAC- 
TER I  ST  I CS 

Hardware 
Selection 

System  Soft- 
ware Selection 

Network  Support 

Application 

Software 

Selection 

Linked  Appli- 
cations 

Application 
Software 

Mod  I F I  CAT  I  ON 

Other  Support 


VENDOR  SYSTEMS 

SMS  TERA  COMTEX 

(MEDICAL)  (ENERGY  (INTERNAT'L 

SYSTEMS)  TRADE  SERVICES) 


1 

T 

2 

1 
1 

1 
1 


Application 
&  Industry  Know- 
ledge 1 


1  1 


1 
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SELECTED  VENDORS  WHOSE  SERVICES 
ARE  NOT  SYSTEM  INTEGRATION 


HBO 

TURNKEY  VENDORS  COMPUTERV I S I  ON 

MANY  MICRO  TURNKEY 
VENDORS 


AGS 

PROFESSIONAL  SERVICE  AUXTON 

VENDORS  COMPUTER  HORIZONS 

CTG 


MCCORMACK  DODGE 
CULL  I  NET 

SOFTWARE  VENDORS  SOFTWARE  PRODUCTS 

I NTERNAT I ONAL 
CACI 
MSA 
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GE^ERAL  DISTINCTIONS  BETWEEN 
SERVICES  OF  SI  VERSUS  OTHER  VEI^DORS 


Select  HW 
Configuration 

Sell  HW 
Separately 
From  Other 
Services 

Select 

Datacom  Net- 
work 

Design/ Implem- 
ent Datacom 
Net 

Select  System 
Software 

DEVELOP/  Sell 
System  Soft- 
ware 

Modify  System 
Software 

Application 
Consulting 


Sell  Own 

Application 

Software 


Sell  Other 
Vendor  Soft- 
ware 


HW 


X 


X 


X 


X 


X 
X 


X 

Limited 


X 


VENDOR  SERVICE 
SW     PS  IKY 

X 


X 


X 


X 


X 


X 


X 

Limited 


X 


X 
X 

X 
X 
X 


X 
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6EI^ERAL  DISTINCTIONS  BETWEEM 

SERVICES  OF  SI  VERSUS  OTHER  VENDORS  -  (CONT'D) 


VENDOR  SERVICE 
HW     SW     PS  TKY 


SI 


Sell  Software 
that  can  be 
adjusted/tuned 


Modify  Applic. 
Software 


Supply 
Proprietary 
Database 
Service 

IVlAINTAIN 

All  Software 

Maintain  HW 

Package  the 
Work  of  Mul- 
TiPLE  Vendors 

Partnering 
take  res.  for 
everything 


X  X 

(PARAMETERS 
USUALLY) 


0-10%  30-100%  X 

Limited 


X 


X 


X 


X 
X 


0-30% 


X  (RARE) 

X 
X 


XX  X 
Limited  Limited 
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NEANS  OF  CLASSIFYING 
SI  VENDORS 


t      CHIEF  INFORMATION  SYSTEMS  INDUSTRY  AND/OR  BUSINESS 
ROLE. 


SCALE  OF  SI  SOLUTION  (INCLUDING  HARDWARE  COST). 

VERY  LARGE,  COMPLEX  -  GREATER  THAN  $10 
MILLION. 

LARGE  $1,000,000  TO  $10,000,000 

MEDIUM....$    200,000  TO  $1,000,000 
SMALL  $       BELOW  $200,000 
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NEANS  OF  CLASSIFYING 
SI  VENDORS 

ARRANGEMENTS  WITH  OTHER  VENDORS 
..  SUPPLIERS 

..      VAD  OR  VAR  RELATIONS  WITH  HARDWARE 
VENDOR 

..  SUBCONTRACTORS 

PARTNERING 

LEVEL  OF  SUCCESS 


INPUT 
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DIFFERENTIATION  OF  SERVICES 
BY  SIZE  OF  SI  SOLUTION 


Criteria 

Customer 
Size  (Focus) 

Range  of 
SI  Ser- 
vices 


LARGE 
SCALE  SI 


MED  I UM 
SCALE  S 


SMALL 
SCALE  SI 


Fortune  500      Fortune  1000  Fortune 

2000 


Industry 

OR  APPLI- 
CATION 

Orienta- 

TION 

Interest 

IN  SELL- 
ING/PORT- 
ING SOLU- 
TIONS TO 
SMALLER 
FIRMS 

Interest 
in  adding 

NEW  CAPA- 
BILITIES 
OR  APL  I  CA- 
TIONS TO 
SI  PRO- 
DUCTS 

Tendency 

TO  SELL 
CROSS 
INDUSTRY 
SOLUTIONS 


Widest 
including 

NETWORK 
CAPABILITIES 


Wide  Limited 
including  some 

NETWORK 
CAPABILITIES 


NDUSTRY 


Industry  and  Limited 
Application 


Yes 


Yes 


Very  high 


High 


Low 


Low 


Medium 


Very  high 
-  INPUT 


IMPACT  OF  NEW  TECHNOLOGY 
ON  VENDORS  OF  SI  SOLUTIONS 


TECHNOLOGICAL 

Enhanced 
Technqlosy; 


CHANGE 

Significant 
CHANqE; 


Major  Change 
In  TECHNOLOGY; 


Size  of 
Vendors 


Small 


New  Peripheral  New  Computer 
or  communica- 
TION feature 


Med  I UM 


Large 


Some  vendors 
use  develop- 
MENT TO 

promote  busi- 
ness; fast 
reaction 

Negative 
impact;  may 
need  to  offer 
development  to 
customers  and 
or  prospects 
to  protect 
bus  i  ness 

Absorb  Change 


Negative 
impact  on 
established 

VENDORS; 
ENCOURAGES 
NEW  FIRMS  TO 
EMERGE 

Negative 
impact;  may 
need  to  offer 
development  to 
customers  and/ 
or  prospects 
to  protect 
business 

Emphasize  app- 
pl i  cat  i  on  and 
industry  know- 
LEDGE. Wait 
TO  SEE  WHAT 
CUSTOMERS  AND 
PROSPECTS  WANT 
PREPARE  TO 
ABSORB  CHANGE 
OR  BUY  VENDOR 


New  type  of 
computer  or 

NETWORK 

Devastates 
established 

VENDORS; 
ENCOURAGES  NEW 
FIRMS  TO  EMERGE 


Must  prepare  to 
meet  change  by 
buying  small 
vendor  with 
expertise  or 
participation 

IN  JOINT 
VENTURE 

See  observa- 
tions TO  LEFT, 
PREPARE  TO  BUY 
VENDOR  WITH 
EXPERTISE  IN 
NEW  OFFERING 
(OR  PARTNER) 
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FUTURE  CHANGES  IN  SERVICE 


f        A  FEW  VENDORS  WITH  LARGE  SCALE  SI  CAPABILITIES 

WILL  TEND  TO  DOMINATE  AN  INDUSTRY  OR  SUB  INDUSTRY 
SUCH  AS  INTERNATIONAL  BANKING  OR  PROCESS 
MANUFACTURING. 

THESE  VENDORS  WILL  GARNER  MOST  OF  THE  LARGE 
USERS  OF  S I  I N  AN  I NDUSTRY . 

THEY  WILL  SELL  DOWNHILL  TO  MID  SIZED  AND 
SMALLER  FIRMS  WITH  SOLUTIONS  THAT  CAN  BE 
PORTED  (VIA  UNIX  FOR  EXAMPLE). 

OTHER  IS  SERVICES,  BUSINESS  OR  INDUSTRIAL 
KNOWLEDGE  AND  TECHNICAL  CAPABILITIES  WILL 
ALSO  BE  SOLD  TOGETHER  WITH  SI  OR  AS  ADD  ON 
SERV I CES . 
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FUTURE  CHANGES  IN  SERVICE  -  (CONT'D) 

THE  DOMINANT  VENDORS  WILL  BUY  OR  USE 
PRODUCTS/SERVICES  OF  OTHER  IS  FIRMS  EVEN  IF 
THEY  HAVE  TO  ACQUIRE  OR  COVENTURE  WITH  THE 
FIRMS. 

•        VENDORS  WHO  OFFER  MID-SIZED  SI  CAPABILITIES  WILL 
F I ND  TARGET  MARKETS  WHERE  THEY  CAN  MA  I NTA I N  A 
PRESENCE  AND  DOWNSIZE  SOLUTIONS  FOR  SMALL 
FIRMS.    THEIR  REVENUE  LEVELS  WILL  BE  LOWER  THAN 
THE  REVENUES  OF  VENDORS  WHO  CAN  OFFER  LARGE  SCALE 
SI  SOLUTIONS. 

f        VENDORS  WHO  SELL  A  LIMITED  NUMBER  OF  MEDIUM  OR 
ANY  NUMBER  OF  SMALLER  SI  SOLUTIONS  WILL  NOT  BE 
MAJOR  WINNERS  IN  THE  MARKETPLACE.    THEY  WILL 
OFFER  OTHER  IS  PRODUCTS  AND/OR  HOPE  THAT  THEY 
WILL  BE  ACQUIRED  BY  LARGER  VENDORS. 
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MAJOR  APPLICATIONS  GROUPINGS 

•  CORE  APPL I  CAT  I ONS ...  I LLUSTRAT I ONS . 

RETAIL,  INTERNATIONAL  OR  CORPORATE  BANKING. 

INTEGRATED  MERCHANDISING  OR  RETAIL  STORE 
OPERATION. 

PRE  I GHT  OR  WATER  CARR I ER  D I STR I  BUT  I  ON . 
FOOD  SERVICE. 

HOSPITAL  ACCOUNTING,  "HOSPITAL"  SYSTEMS. 

MRP,  INTEGRATED  DISTRIBUTION,  MANUFACTURING 
ACCOUNTING. 

•  SUPPORT  APPL I  CAT  I ONS ...  I LLUSTRAT I ONS . 

HUMAN  RESOURCES,  PERSONNEL,  PAYROLL. 
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MAJOR  APPLICATIONS  GROUPINGS  - 


(CONT'D) 


TH I RD  PARTY  HEALTH  ADM  I N 1 STRAT I  ON . 
PURCHASING. 

t        TECHNICALLY  ORIENTED  APPLICATIONS  (WITHOUT 
I NFORIVIAT I  ON  SYSTEMS  TECHNOLOGY,  THESE 
APPL I  CAT  I ONS  COULD  NOT  EX  I  ST ) ...  I LLUSTRAT I ONS . 

CREDIT  CARD  RELATED  SYSTEMS,  ATM,  POS. 

CAD/CAM. 

BAR  CODE  BASED  SYSTEMS. 
•        PROFESSIONAL  (MOST  OF  THESE  ARE  TURNKEY). 

DOCTOR,  DENTIST,  ACCOUNTANT,  REAL  ESTATE. 

 INPUT 
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WHERE  IS  THE  MAJOR  SI  ACTIVITY 


•        CLOSE  CORRELATION  WITH  AREAS  OF  HIGH  IS  DOLLAR 
VOLUME. 

FINANCE. 

MANUFACTUR I NG . 

f        WHERE  MAJOR  TECHNICAL  CHANGES  REQUIRE  SUPPORT. 

CAD/CAM.  . 

EFT. 

ROBOT  I CS . 

—  INPUT 
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SELECTED  IS  VENDORS  WHO 
OFFER  SYSTEMS  INTEGRATION 


Turnkey 
Vendors 


Professional 
Services 


Software 
Products 


Hardware 
and  other 
Vendors 


OF  GS  2000 


Ask  (Manman  System) 

AUTOTROL  (A  segment 
AND  GS32) 

c3  (customized  turnkey) 

Computer  Consoles  (Directory  Assistance) 

Intergraph  (Customized  CAD/CAM) 

YiPKON  (Financial  forms 

purchasing/ inventory) 

Tera  (Utility,  PertrochemicaL/  Food 

Process  I NG) 


C6A/TSS  (Construction) 

CAP  Information  Systems  (Banking  and 

Brokerage) 

6EISC0  (Banking,  Manufacturing) 
McAuTo  (InternationalBanking,  Airline 
and  travel,  manufacturing) 
Systems  and  Computer  Technology 
(Education  and  Local  Government) 


HoGAN  (Banking  -  Umbrella) 
InSci  (Human  Resources) 
UCCEL  (Banking) 


IBM 

DG 

EDS 

Systematics 


INPUT 
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SIZING  SI  BUSirtSS 


I NFORMAT I  ON 

SERVICE 

MODE 


198^ 
REVENUE 


($  MILLION) 


Turnkey  Systems  3779 

Professional 

Services  8605 

Application 
Software 

Products  27^1 
Processing 

Vendors  1^200 

Other   


SYSTEM  INTEGRATION 
PORT  I  ON 


PERCENT 


DOLLAR  VOLUME 
($  MILLION) 


30% 


15% 


113^ 
1291 


10% 


5% 


27^ 
710 


TOTAL 


3^09 
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GROWTH  OF  SI  BUS1I»ESS 


IN  SMILLION 


INPUT  — ^ 
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FACTORS  IMT_UENCING  GROWTH  OF  SI 


COMPETITION 
IN  PRIMARY 
AREA  OF 
SERV I CE 


MEET  I NG 

UNMET 

NEEDS 


MEANS  OF  MORE 

OPEN  I NG     PROF  I  TABLE 


OF  USERS  DOORS 


BUS  I  NESS 


TYPE  OF 
VENDOR 


HARDWARE    H I GH 


LOW^ 


HIGH 


MED  I UM 


APPL I CA- 
TION 

SOFTWARE    MED  I UM 


HIGH 


HIGH 


LOW 


PROFES- 
SIONAL 

SERVICE  HIGH 


MED  I UM      H I GH 


HIGH 


TURNKEY     MED  I UM 


MEDIUM  HIGH 


LOW 


RCS 


HIGH 


MEDIUM  HIGH 


HIGH 


EXCEPT  FOR  A  FEW  NOTABLE  EXCEPTIONS 


INPUT 
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USER  NEEDS  AND  ATTITUDES  THAT 
FAVOR  AN  SI  APPROACH 


INEEPS/ATTITUPES 


MPORTANCE 
TO  USER 


Meet  business 
object  ices 

RAP  IDLY 

Do  WHAT  HAS 

been  done 
elsewhere 

Act  more  rapidly 
than  internal  is 

CAN 

Save  costs  over 
an  internal  is 
solution 

Frustration  over 
IS  Backlog 

Desire  to  take 
responsibility 
for  system 

Need  to  integrate 
operation  of  several 
functions 

Reduce  risks  of 

SYSTEM  development 


HIGH 
MED  I UM 
MED  I UM 
LOW 

MED  I UM/H I GH 
MED  I UM 

MED  I UM 

MED  I UM 


INPUT 


-25- 
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MOTIVATION  FOR  OFFERING  SI 


EQR 


PROFESS  I ONAL 
SERVICE  VENDORS 


TURNKEY 
VENDORS 


TO  OPEN  DOOR 


HIGH 


HIGH 


TO  IMPROVE 
TOTAL  REVENUE 


MED  I UM 


MED  I UM 


TO  IMPROVE 
MARGIN 


HIGH 


LOW 


TO  REPLACE 
APPL 1  CAT  I  ON 
SYSTEMS 


MED  I UM 


LOW 


TO  INSTALL 
NEW  SYSTEMS 


MED  I UM 


HIGH 


NET  MOTIVATION 


H I GHER 


INPUT 
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FUNCTIONAL  CAPABILITIES  REQUIRED 


•  INDUSTRY  KNOWLEDGE  (MANUFACTURING,  BANKING, 
INSURANCE,  DISTRIBUTION,  ENGINEERING,  ETC.) 

f      KNOWLEDGE  OF  CORE  APPLICATIONS  IN  INDUSTRIES  OF 
I NTEREST . 

f       MANUAL  SYSTEMS  AND  PROCEDURES . 

•  COMPUT I NG  SYSTEMS  APPL I  CAT  I  ON  ANALYS IS, 
DEVELOPMENT  AND  MAINTENANCE. 

•  COMMUNICATION  NETWORK  DESIGN  AND  IMPLEMENTATION. 

•  PROJECT  MANAGEMENT. 


INPUT 
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JOINT  EFFORTS  TO  BUILD 

SYSTEMS  INTEGRATION  CAPABILITIES 


TYPE  OF  ARRANGEMENT  EXAMPLE 


Acquisition 
Encouragement 


GEISCO. . .BSI 

(SMiLLION) 

Wang. . .Yipkon 

dec  comtex 


NVESTMENT  REQUIRED 
High 


Low 
Low 


Partners 


Joint  Venture 


Fleet  Bank  &  Health 

Care  Application 

Group  Med i um 

Merrill  Lynch 

AND  IBM  High 


INPUT 
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ILLUSTRATION  OF  VENDOR 
FLEXIBILITY 


(RE:  MRP  SYSTEMS) 


APPL I  CAT  I  ON 

SOFTWARE 

ALONE 


APPLICATION  A 
SOFTWARE  ^ 
&  DBMS 


APPL I  CAT  I  ON 
CONSULT  I NG 


HARDWARE 
CONSULT  I NG 


PROJECT 
MANAGER 
ROLE 


PROF. 
SERVICE 


SI  APPROACH 


ASK       GEISCO    COOPERS       CULL  I  NET  XEROX 
MANMAN  ^GL        LYBRAND  MAS 
&  BASE  CONSULTING 


INPUT 
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REASONS  FOR  CONTACT 

WITH  SI  VENDOR  (USER  VS  IS) 


ACTIVITY  USEE  IS 
Contact  vendor  due  to 

work  at  another  company  high  medium 
Articles  or  ads  in 

industry  publications  high  low 

Talks  at  industry  shows  High  Low 

Booths  at  shows  Medium  Low 

Backlogs  in  IS  High  Medium 

Frustration  with  IS  High  — 

Vendor  initated  contact  High  Medium 
User  asked  IS  to  make 

CONTACT  —  Medium 


INPUT 
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ROLE  OF  IS  IN  USE  OF  SI  VENDOR 


VARIOUS  ROLES  ARE  SEEN: 


•        NON  INVOLVEMENT. 


H        MONITORING  CONTACT  WITH  WORK  WITH  USER  GROUPS. 


•        PART  I C I  PAT  I  ON  IN  THE  STEPS  OF  US  I NG  A  SYSTEMS 
I NTEGRATOR . 


•        CONTROL  OF  THE  PROCESS  OF  US  I NG  A  SYSTEMS 

INTEGRATOR  (OR  ACTUALLY  TRYING  TO  PLAY  THE  ROLE 
OF  PRIME  CONTRACTOR). 

 INPUT 
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STEPS  OF  US  I NG  A  SYSTEMS  I NTEGRATOR 


IDENTIFYING  WHEN  SI  CAN  BE  USED. 

FINDING  OR  IDENTIFYING  SI  VENDORS. 

VISITING  CUSTOMERS  OF  A  VENDOR. 

DEVELOP  I NG  SPEC  I F I  CAT  I ONS  FOR  A  SYSTEM 
AND/OR  AN  RFP. 

EVALUAT I NG  AND  SELECT  I NG  A  VENDOR . 

NEGOTIATING  AND  WRITING  A  CONTRACT. 

TEST  I NG ,  ACCEPT  I NG  AND  I NSTALL I NG  THE 
SYSTEM . 


INPUT 
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RELATIVE  IMPORTANCE  OF  FACTORS 
FOR  EVALUATING  SYSTEMS  INTEGRATOR 


FACTOR 

REPUTAT I  ON 

INSTALLATIONS  IN 
I NDUSTRY 

ABILITY  TO 
DEMONSTRATE  SIMILAR 
SYSTEM 

APPLICATION  KNO'/JLEDGE 

IS  KNOWLEDGE 

EXTENT  TO  WHICH  SYSTEM 
WILL  MEET  USER  NEEDS 

TIME  TO  DELIVER  SOLUTION 
PRICE 

OPERATIONAL  COST 


USER  JUDGEMENT 
H I GH/MED I UM 

HIGH 

HIGH 
HIGH 
MED  I UM 

VERY  HIGH 

MEDIUM  IF  WITHIN 
CERTAIN  PERIOD 

CERTAIN  RANGE  IS 
ACCEPTABLE 

LOW,  PROVIDING  THAT 
THE  COST  SEEMS 
REASONABLE 


INPUT 
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PRICING  ISSUES  FOR  VENDOR 
t       RECURRING  REVENUES. 

•  FIXED  OR  VARIABLE  PRICE  FOR  LOOSE  SPECIFICATIONS. 

•  SEPARATE  OR  BUNDLED  PRICING. 

•  ADD  ONS. 


INPUT 
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•  MARGINS. 

HARDWARE... 30  TO  50%. 

SYSTEMS  AND  PROGRAMM I NG . . . 5  TO  10%. 

CONSULTING. . .15  TO  25%. 

SOFTWARE  APPL I  CAT  I  ON  PACKAGES ... ^0  TO  60% . 


INPUT 
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CONTRIBUTION  TO  REVENUE 
FROM  SI  COIVPONENTS 


HARDWARE  55% 
SOFTWARE 

AND  PROFESSIONAL 

SERVICES  36% 

M I SCELLANEOUS  9% 


INPUT 
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PERCEPTION 


•        SYSTEMS  INTEGRATION  ACTIVITIES  ARE  SUBSTANTIAL  IN 
NUMBER  AND  I N  REVENUE  BUT  MANY  VENDORS  ARE  NOT 
WELL  POSITIONED  IN  REGARD  TO: 

COMPETITION. 

SIZE  OF  SOLUTION. 

APPROACH  TO  S I . 

LIFE  CYCLE  OF  APPLICATION  SYSTEM  APPROACH. 
R I SKS  IN  SYSTEM  COMPONENTS  AND  APPROACH . 


INPUT  — 
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STRENGTHS  AISD  WEAKNESSES 
OF  SYSTEMS  INTEGRATION 
(IN  POTENTIAL  INCOME) 


Level  of 
Customization 
Given  to  customer 


Strength 


Weakness 


Customization 
100% 


Flexibility 
in  Pricing 


Strength 


Weakness 


Completely 
unbundled, 
everything 
is  charged 

FOR 


Completely 
bundled, 

CAN  NOT 
ADD  CHAR- 
GES EASILY 


Ability  to 
use  what  is 
available 


STRENGTH 


Weakness 


Must  have 
right  tools 


Use  any 

TOOLS 


INPUT 
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RISK  ANALYSIS  OF  SI  APPROACH 
(AN  EXAMPLE) 


HIGH 


REVENUE 
POTENTIAL 


DATABASE  TYPE 
OF  LINKING  - 
SOFTWARE 


NON 
DATABASE 

TYPE  OF 
LINKING 
SOFTWARE 


LOW 


LOW 


RISK 


HIGH 


INPUT 
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ISEEDS  DRIVING  CUSTOMERS  TO 
SYSTEMS  INTEGRATION 


CURRENT  NEED 

Change  to  a  new 
application  system 
from  one  that  is 
outmoded,  limited 
and  hard  to  leave 

Firms  that  cannot 
or  do  not  want  to 

AFFORD  research 
AND  DEVELOPMENT  OF 
NEW  OR  STATE  OF  THE 
ART  APPLICATION 
SYSTEMS 

Firms  that  can 
obtain  benefits 
in  earnings 
or  cost  red- 
uctions from  rapid 
introduction  of  is 
technology 


TYPES  OF  FIRMS 
ACTING  ON  THIS  NEED 

Large  and  medium 
SIZE  Fortune  500 


Many  medium  and  small 
size  banks,  retail  and 
wholesale  distributors 
and  manufacturers 


Many  medium  and  small 
size  banks,  brokerage 
houses,  engineering, 
and  manufacturing  firms 


CHANGE  IN 
FUTURE 

Continuing 

NEED 


Growing 


Growing 
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SITUATIONS  WHICH  OFFER  REVENUE  OPPORTUNITIES 


•  LARGE  SCALE  SI  FOR  F I  RMS  I N  A  S I NGLE  1 NDUSTRY . 

f        A  S I GN I F I  CANT  NUMBER  OF  CUSTOMERS  W I TH  MED  I UM 
SCALE  SOLUT I ONS  I N  AN  I NDUSTRY  OR  FUNCT I ONAL 
AREA. 

f        THE  ADDITION  OF  MORE  SERVICES  OR  PRODUCTS  FOR  SI 
CUSTOMERS. 

•  ED  I  AND  COMPLEX  SYSTEMS  I NTEGRAT I  ON  WH I CH  WERE 
DISCUSSED  PREVIOUSLY  PROVIDE  A  SIGNIFICANT 
OPPORTUNITY  TO  VENDORS  AS  WELL. 


INPUT 
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IMPACT  ANALYSIS 

FOR  BEING  A  SYSTEMS  INTEGRATOR 


NOW 


N  3  YEARS 


N  FIVE  YEARS 


Means  of  Door 
influencing  of  opener 
IS  Sales 


Committment 
required  to 
ma  i nta i n 
position 


Vendors 

WILL 
POINT 
TO  THIS 
STRENGTH 


Significant 

MEANS 


Vendors 

MAY  LOSE 

flexibility 
of  leaving, 
entering 

MARKETS 


Major  means 


Vendors  could 

FIND   IT  dif- 
ficult TO 
ABANDON  POSI- 
TION IN 
SELECTED 
MARKETS 


Using  acquisi- 
tions/ NEW 

TECHNO- 
LOGY TO 
EXPAND 
SI 


Can  be      Can  be 
used  to    used  as 
establish  a  competi- 
new  posi-  titive  tactic 

TION 


Can  be  used 
competitively 
but  may  be 
forced  to 
invest  to 
keep  earnings 

UP 


Dependence  of 
users  on  si 


Helps  to  Mistakes  in 
hold  user  approaches  or 
business,  tools  could 
can  cause  lead  to  major 
expenses  losses 


User  organi- 
zations MAY 

DICTATE  PLAN- 
NING TO 
VENDORS 
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FIRMS  THAT  MAY  BE  MAJOR  FORCES  IN  SI 


REASON  FOR 
EiEM  '      POTENTIAL  IN  SI 

Cull  I  NET    Interest  in  SI 
Use  of  DBMS 
Ability  to  integrate 

WORK  OF  multiple  VENDORS 

Ask  Position  in  SI 


Geiso       Multiple  SI  efforts, 

MIXTURE  OF  SI  AND 
OTHER  RELATED  WORK 

McAuTo      See  above 

ADP  Record  in  IS  industry/ 

EXPERIENCE  WITH  IS 


POSSIBLE  LIMIT- 
TATIONS  RE  SI 

Too  MANY 
INTERESTS 


May  be  LIMITED 

in  outlook 

May  not  follow 
up  on  best 
market  opport. 

See  above 

Short  term  net 
income  goals 
may  not  be  met 

BY  SI  . 


One  or  two 

big  8  is  ventures,  interests 
Firms       and  capabilities  ^ 


CITI 


Current  plans  and 
potential  for  is 


May  not  have 

sufficient 

commitment 

May  be  more 
interested  in 
complex  si 


Another 
MCB  OR 

REGIONAL 
BANK 


SI  ACTIVITIES  AND 
INTERESTS 


Funding  avail- 
able FOR  SI 


One  or  two 

Mini         Need  to  use  IS  to 
Hardware   sell  hardware,  see 
Vendors     potential  of  SI 


May  not  have 
sufficient 
commitment  or 
be  willing  to 
donwplay  hard- 
WARE 

 INPUT 
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FIRMS  THAT  MAY  BE  MAJOR  FORCES  IN  SI  -  (CONT'D) 


AT&T        Capabilities  Lacking  in 

MARKET 
SENSITIVITY 

IBM  Capabilities  May  be  more 

INTERESTED  IN 
COMPLEX  SI 


I. 


INPUT 


-  44  - 


IDEAL  CRITERIA  FOR 
EVALUATING  VENDORS 
OF  INTEREST  TO  SPERRY 


•  LARGE  SI  SOLUTION  EXPERIENCE, 
t      ABILITY  TO  GENERATE  REVENUE. 

•  FINANCIAL  STABILITY  OF  FIRM, 
f       GOOD  POSITION  IN  INDUSTRY. 

CAN  PRECLUDE  COMPETITION. 

CAN  ADD  OTHER  PRODUCTS/SERVICE  TO  EXISTING 
CUSTOMERS . 

CAN  SELL  MEDIUM  SCALE  OR  SMALL  SCALE  VERSIONS 
OF  APPLICATION. 

•  KNOWLEDGE  OF  INDUSTRY  AND  FUNCTIONAL  AREA. 

•  CHARACTERISTICS  OF  SOLUTION. 

CAN  ADD  APPLICATIONS/SERVICES. 

NETWORK  BASED  -  CAN  ADD/D I STR I  BUTE  ADD  I T I ONAL 
APPLICATIONS  TO  RELATED  FUNCTIONS. 

USE  OF  DBMS  AND  INTEGRATED  APPLICATIONS. 

ABILITY  TO  DELIVER/PORT  SMALLER  VERSION  OF 
SOLUTION  (MEDIUM  OR  SMALL  SCALE). 

ABILITY  TO  PORT  SOLUTION  TO  MULTIPLE  TYPES 
AND  SIZES  OF  COMPUTERS. 

•  RANGE  OF  SERVICES  OFFERED  BY  VENDOR. 


INPUT  — 
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RESOURCES  OF  SPERRY 


NAME  IS  KNOWN. 
FINANCIAL  RESOURCES. 

WILLINGNESS  TO  USE  COMPUTERS  FROM  SEVERAL 
VENDORS  I N  ONE  SOLUT I  ON . 

WILLINGNESS  TO  USE  NEW  SOFTWARE  APPROACHES 
IN  A  SOLUTION  (FGL,  UNIX,  ETC.) 

AB I L I TY  TO  ASSEMBLE/ACQU I  RE  F I  RMS  AND  FORM 
RELATIONSHIPS  TO  USE  IN  SYSTEMS 
I NTEGRAT I  ON . 
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